Cotton household textiles 
— opportunities for 
exporters 

Expanding export role for 
developing countries — 
oilseeds and vegetable 
oils 

Rising demand for 
wooden household 
furniture 

Export opportunities for 
developing countries in 
the USSR market 

Drawing up a contract for 
an export joint venture 

Insuring your export 
shipments 

Freight forwarders — how 
to use them in foreign 
trade 

Meeting in right visitors 
on your stand 

World trade in 
cephalopods - a 
growing business 

Opportunities for 
exporting to Poland 

Selected rubber products 
offer good export 
prospects 

The silk trade - lucrative 
profits await exporters 
with the right types of 
products 

Inspection — key role in a 
company’s export 
quality control system 

Expanding market for 
cotton products offers 
openings for yarn and 
fabric suppliers 

Writing effective business 
letters 

Setting export prices to 
sell competitively 

Export packages — what is 
required for fresh fruits 
and vegetables 

Helping your country’s 
suppliers win contracts 
for goods and services 

Developing countries: 
important role in world 
floricultural trade 

Expanding but 
competitive market for 
wood-based panels 

Managing export quality 
activities in a company 

Exotic fruits and 
vegetables strengthen 
their position in 
European markets 

Using buyer's guides as 
your overseas salesmen 

Producing quality exports: 
the vital human 
element 

Wooden packaging: an 
important role in export 
operations 


Jan-Mar 90 p. 12 


Jan-Mar 90 p. 20 
Oct-Dec 89 p. 4 


Oct-Dec 89 p. 12 
Oct-Dec 89 p. 16 
Oct-Dec 89 p. 22 


July-Sept 89 p. 4 
July-Sept 89 p. 14 


Apr-June 89 p. 4 
Apr-June 89 p. 18 


Jan-Mar 89 p. 20 


Oct-Dec 88 p. 4 


Oct-Dec 88 p. 14 


Oct-Dec 88 p. 18 


Oct-Dec 88 p. 22 
July-Sept 88 p. 10 


July-Sept 88 p. 14 
July-Sept 88 p. 20 
Apr-June 88 p. 4 
Apr-Jun 88 p. 22 
Apr-June 88 p. 26 
Jan-Mar 88 p. 4 
Jan-Mar 88 p. 12 
Jan-Mar 88 p. 14 


Oct-Dec 87 p. 10 


Product marketing 
programmes: an 
instrument for effective 
trade promotion 

Reducing quality costs to 
improve export 
earnings 

Developing new export 
products of the right 
quality 

Some pointers on 
packaging handicraft 
products 

The international sales 
contract — central to 
trade transactions 

How companies can 
improve the quality of 
their export products 

Letters of credit: how to 
use them in your 
international business 
transactions 


Packaging 

Export packages — what is 
required for fresh fruits 
and vegetables 

Wooden packaging: an 
important role in export 
operations 

Some pointers on 
packaging handicraft 
products 


Publications 
Using buyer's guides as 
your overseas salesmen 


Quality control 

India’s export quality 
control system 

Quality control circles: 
Colombia’s experience 

Cuptasting: quality 
control for coffee 
exports 

Quality management for 
imports 

Inspection — key role in a 
company’s export 
quality control system 

Managing export quality 
activities in a company 

Producing quality exports: 
the vital human 
element 

Reducing quality costs to 
improve export 
earnings 

Developing new export 
products of the right 
quality 

How companies can 
improve the quality of 
their export products 


Services of governments 

The Australian market - 
how to benefit from the 
opportunities 


Oct-Dec 87 p. 22 
Oct-Dec 87 p. 26 
July-Sept 87 p. 4 
July-Sept 87 p. 
July-Sept 87 p. 


Apr-June 87 p. 


Jan-Mar 87 p. 


July-Sept 88 p. 
Oct-Dec 87 p. 
July-Sept 87 p. 


Jan-Mar 88 p. 


Oct-Dec 91 p. 


Jan-Mar 91 p. 


Oct-Dec 90 p. 
July-Sept 90 p. 


Oct-Dec 88 p. 
Apr-June 88 p. 


Jan-Mar 88 p. 
Oct-Dec 87 p. 
July-Sept 87 p. 


Apr-June 87 p. 


Developing export 
managers: DeCTA’s 
approach 

Canada’s import 
promotion office for 
developing countries 

A radio programme as a 
trade promotion tool 

Australian office promotes 
South Pacific exports 

An overseas branch 
office: a tool for market 
entry 


Trade information services 

Using online databases in 
a cost-effective way 

Foreign trade statistics: a 
basic market research 
tool 

Trade information for 
coffee traders: the 
essentials 

Legal databank for foreign 
trade 

Computerized networks 
for overseas trade 
offices 

MNS: market intelligence 
for export decisions 

Market briefs: an effective 
information tool 

Determining users’ needs 
for trade information 

Charging for trade 
information services 

Practical ways to build up 
a file on foreign 
importers 

How to use external 
on-line databases for 
trade promotion 


Trade procedures 

Towards paperless 
international trade: 
EDI and EDIFACT 

Insuring coffee shipments 
for export 

Negotiating strategies: the 
question of price 

Techniques for monitoring 
and administering 
import contracts 

Defining terms and 
conditions in import 
contracts 

The revised Incoterms: 
key features 

Drawing up a contract for 
an export joint venture 

Insuring your export 
shipments 

Freight forwarders - how 
to use them in foreign 
trade 

Writing effective business 
letters 

The international sales 
contract — central to 
trade transactions 


Oct-Dec 90 p. 26 


July-Sept 89 p. 10 
July-Sept 89 p. 18 
Apr-June 88 p. 13 


July-Sept 87 p. 20 


Oct-Dec 91 p. 4 


July-Sept 91 p. 22 


Jan-Mar 91 p. 20 
Oct-Dec 90 p. 24 


Apr-June 90 p. 18 
Apr-June 90 p. 22 
Jan-Mar 90 p. 8 
Jan-Mar 90 p. 24 
July-Sept 88 p. 26 


Apr-June 87 p. 10 


Apr-June 87 p. 26 


July-Sept 91 p. 10 
Apr-June 91 p. 4 
Apr-June 91 p. 10 


Apr-June 91 p. 20 


July-Sept 90 p. 28 
Apr-June 90 p. 4 
Oct-Dec 89 p. 16 
Oct-Dec 89 p. 22 


July-Sept 89 p. 4 
Oct-Dec 88 p. 22 


July-Sept 87 p. 14 
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14 
10 
9 
12 
12 
4 
16 
14 
26 
14 
4 26 
4 
| Oct-Dec 91 p. 16 


Letters of credit: how to 
use them in your 
international business 
transactions 


Jan-Mar 87 p. 4 


Trade promotion organizations 


Financing a TPO: 
possible sources 

Charging for trade 
information services 

Annual work programmes 
— an effective 
management tool for a 
trade promotion agency 


Trade promotion techniques 


Using online databases in 
a cost-effective way 

India’s export quality 
control system 

Foreign trade statistics: a 
basic market research 
tool 

Using computers to 
strengthen foreign trade 
training 

Quality control circles: 
Colombia's experience 

Trade information for 
coffee traders: the 
essentials 

Computerized networks 
for overseas trade 
offices 

Market briefs: an effective 
information tool 

Determining users’ needs 
for trade information 

Meeting the right visitors 
on your stand 

A radio programme as a 
trade promotion tool 

Financing a TPO: 
possible sources 


Apr-June 89 p. 14 


July-Sept 88 p. 26 


Jan-Mar 88 p. 20 


Oct-Dec 91 p. 4 
Oct-Dec 91 p. 12 


July-Sept 91 p. 22 


Apr-June 91 p. 26 
Jan-Mar 91 p. 16 


Jan-Mar 91 p. 20 


Apr-June 90 p. 18 
Jan-Mar 90 p. 8 
Jan-Mar 90 p. 24 
July-Sept 89 p. 14 
July-Sept 89 p. 18 
Apr-June 89 p. 14 


Helping your country’s 
suppliers win contracts 
for goods and services 

Charging for trade 
information services 

Export credit insurance: 
key factors for 
successful operations 

Commercial reporting: 
obtaining and relaying 
market information 
effectively 

Commercial 
representatives: getting 
to know your territory 

Annual work programmes 
— an effective 
management tool for a 
trade promotion agency 

Evaluating trade 
promotion: some 
guidelines 

Product marketing 
programmes: an 
instrument for effective 
trade promotion 

An overseas branch 
office: a tool for market 
entry 

Preparing national trade 
promotion programmes 

Practical ways to build up 
a file on foreign 
importers 

How to use external 
on-line databases for 
trade promotion 

How to organize an 
export services show 

Building the stand 


Training 

Using computers to 
strengthen foreign trade 
training 


July-Sept 88 p. 20 
July-Sept 88 p. 26 


Apr-June 88 p. 8 


Apr-June 88 p. 16 


Jan-Mar 88 p. 8 


Jan-Mar 88 p. 20 


Oct-Dec 87 p. 14 


Oct-Dec 87 p. 22 


July-Sept 87 p. 20 
July-Sept 87 p. 24 


Apr-June 87 p. 10 
Apr-June 87 p. 26 


Jan-Mar 87 p. 8 
Jan-Mar 87 p. 16 


Apr-June 91 p. 26 


Skills for business 
negotiations 

Evaluating training 
programmes 

Developing export 
managers: DeCTA’s 
approach 

Export training in the ’90s 

Training export executives 
of small companies 

Making your training 
institute known of the 
target audience 

Determining export 
training needs for 
company staff 

Six key checks for 
designing training 
programmes 

Setting export training 
objectives 

Training for senior export 
executives in 
international business - 
some do’s and don’ts 
for organizers 

Training institutes for 
foreign trade - a 
growing movement 
among developing 
countries 

Training joint ventures as 
a means to expand 
educational 
programmes in foreign 
trade 


Transport 

Airfreight: an attractive 
mode for importers 

Insuring your export 
shipments 

Freight forwarders — how 
to use them in foreign 
trade 


Oct-Dec 90 p. 8 
Oct-Dec 90 p. 18 


Oct-Dec 90 p. 26 

Jan-Mar 90 p. 16 
Oct-Dec 89 p. 8 
July-Sept 89 p. 24 


Apr-June 89 p. 8 


Jan-Mar 89 p. 16 


Jan-Mar 89 p. 24 


Oct-Dec 88 p. 8 


July-Sept 88 p. 4 


Oct-Dec 87 p. 4 


July-Sept 90 p. 4 
Oct-Dec 89 p. 22 


July-Sept 89 p. 4 


Products and services 


Artificial flowers 

How Honduras developed 
exports of artificial 
flowers 


Cephalopods 

World trade in 
cephalopods - a 
growing business 


Cocoa 

The cocoa market in 
selected East European 
countries 

Specialty cocoa beans: a 
market to watch 
carefully 


Jan-Mar 90 p. 4 


Apr-June 89 p. 4 


Oct-Dec 91 p. 20 


Jan-Mar 91 p. 26 


An export administration 
office for cocoa 

Marketing cocoa: 
essential features of the 
trade 


Coffee 

Steps in preparing coffee 
exports 

Insuring coffee shipments 
for export 

Trade information for 
coffee traders: the 
essentials 

Cuptasting: quality 
control for coffee 
exports 


Apr-June 90 p. 14 


Apr-June 87 p. 4 


July-Sept 91 p. 16 


Apr-June 91 p. 4 


Jan-Mar 91 p. 20 


Oct-Dec 90 p. 4 


Copper 

Copper semimanu- 
factures: untapped 
market opportunities 


Cotton 

Cotton household textiles 
- opportunities for 
exporters 

Expanding market for 
cotton products offers 
openings for yarn and 
fabric suppliers 


Electrical equipment 

Using efficient techniques 
for importing: the case 
of electrical equipment 


Apr-June 91 p. 14 


Jan-Mar 90 p. 12 


Oct-Dec 88 p. 18 


Jan-Mar 88 p. 17 
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Essential oils 

Caution is called for in 
marketing essential oils 
and spice oleoresins 


Flowers 

Marketing cut flowers in 
Japan and Hong 
Kong 

Developing countries: 
important role in world 
floriculture trade 


Fruit juices 

Spectacular growth in 
major markets for fruit 
juices 

Rising demand for 
tropical fruit juices and 
pulp 


Fruits 

Export packages - what is 
required for fresh fruits 
and vegetables 

Exotic fruits and 
vegetables strengthen 
their position in 
European markets 


Geotextiles 

Geotextiles: opportunities 
for natural-fibre 
products 


July-Sept 86 p. 26 


July-Sept 91 p. 28 


Apr-June 88 p. 4 


July-Sept 91 p. 4 


Oct-Dec 90 p. 12 


July-Sept 88 p. 14 


Jan-Mar 88 p. 4 


Jan-Mar 91 p. 10 


Handicrafts 

Handicrafts: developing 
export potential 

Some pointers on 
packaging handicraft 
products 


Nonconventional energy 

equipment 

Attractive market 
prospects for 
nonconventional energy 
equipment 


Rubber products 

Selected rubber products 
offer good export 
prospects 


Silk 

Silk surges in the U.S. 
market 

Silk: sales outlook by 
sector 

Advice to new silk 
exporters 

The silk trade - 
lucrative profits await 
exporters with the 
right types of 
products 


Apr-June 90 p. 10 


July-Sept 87 p. 9 


Apr-June 87 p. 16 


Jan-Mar 89 p. 20 


Jan-Mar 91 p. 4 
Jan-Mar 91 p. 6 
July-Sept 90 p. 10 


Technical consulting 

services 

Developing the export of 
technical consulting 
services 


Vegetable oils, oilseeds 

Trading vegetable oils and 
oilseeds 

Expanding export role for 
developing countries — 
oilseeds and vegetable 
oils 


Vegetables 

Export packages — 
what is required for 
fresh fruits and 
vegetables 

Exotic fruits and 
vegetables strengthen 
their position in 
European markets 


Wood products 
Bright outlook for exports 
of wood products to 


Japan 

Rising demand for 
wooden household 
furniture 

Expanding but 
competitive market for 
wood-based panels 


July-Sept 86 p. 8 


July-Sept 90 p. 22 


Jan-Mar 90 p. 20 


July-Sept 88 p. 14 


Jan-Mar 88 p. 4 


Oct-Dec 91 p. 8 


Oct-Dec 89 p. 4 


Apr-June 88 p. 22 


Geographic 


Australia 

The Australian market — 
how to benefit from the 
opportunities 

Australian office promotes 
South Pacific 
exports 


Canada 

Canada’s import 
promotion office for 
developing countries 


Colombia 
Quality control circles: 
Colombia’s experience 


Czechoslovakia 

The cocoa market in 
selected East European 
countries 

Czechoslovak market 
offers sales 
opportunities for 
developing 
countries 


Oct-Dec 91 p. 16 


Apr-June 88 p. 13 


July-Sept 89 p. 10 


Jan-Mar 91 p. 16 


Oct-Dec 91 p. 20 


Oct-Dec 87 p. 18 


Honduras 

How Honduras developed 
exports of artificial 
flowers 


Hungary 

The cocoa market in 
selected East European 
countries 


India 
India’s export quality 
control system 


Japan 

Bright outlook for exports 
of wood products to 
Japan 

Marketing cut flowers in 
Japan and Hong 
Kong 


Netherlands 

An overseas branch 
office: a tool for market 
entry 


Jan-Mar 90 p. 4 


Oct-Dec 91 p. 20 


Oct-Dec 91 p. 12 


Oct-Dec 91 p. 8 


July-Sept 91 p. 28 


July-Sept 87 p. 20 


Poland 

The cocoa market in 
selected East European 
countries 

Opportunities for 
exporting to Poland 


Russian Federation 

Export opportunities for 
developing countries in 
the USSR market 


South Pacific 

A radio programme as a 
trade promotion tool 

Australian office promotes 
South Pacific exports 


United Kingdom 

Developing export 
managers: DeCTA’s 
approach 


United States 

Silk surges in the U.S. 
market 

Silk: sales outlook by 
sector 


Oct-Dec 91 p. 20 
Apr-June 89 p. 18 


Oct-Dec 89 p. 12 


July-Sept 89 p. 18 
Apr-June 88 p. 13 


Oct-Dec 90 p. 26 


Jan-Mar 91 p. 4 
Jan-Mar 91 p. 6 
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